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Articles are indexed by general subject and, where applicable, by country or area and product. In each 
entry the issue volume number precedes the date. An index is published in the first issue of each year. 


General 


Advertising and 

Monitoring competitors’ 
promotional activities to obtain 
marketing data 

Group promotions for export 
firms: Ireland's scheme 

Drawing up a chamber's publicity 
programme: two 

Drawing up a publicity 
programme for a chamber’s 
trade promotion work 

How to attract visitors to your 
stand 


Agents, commercial 

A four-step approach to selecting 
an overseas agent 

Your export middleman: making 
a wise decision 

Selling through agents: the law in 
three Middle East markets 


Caribbean Development Bank 
Spices—a nontraditional export 
for micro-economies 


Chambers of commerce 

Finnish chambers of commerce: 
their foreign trade services 

Drawing up a chamber's publicity 
programme: part two 

Drawing up a publicity 
programme for a chamber’s 
trade promotion work 

Staffing chambers for foreign 
trade activities 

How Austria's Federal Economic 
Chamber promotes trade 

How chambers of commerce can 
increase their resources to offer 
expanded services 


XXV/3 July-Sept 85 p. 
XXI/2 Apr-June 85 p. 
XXI/1 Jan-Mar 85 p. 


XX/4 Oct-Dec 84 p. 


XVIII/4 Oct-Dec 82 p. 


XX/4 Oct-Dec 84 p. 
XX/2 Apr-June 84 p. 
XIX/3 July-Sept 83 p. 


XIX/1 Jan-Mar 83 p. 
XXI/2 Apr-June 85 p. 
XXI/1 Jan-Mar 85 p. 


XX/4 Oct-Dec 84 p. 
XIX/1 Jan-Mar 83 p. 
XVIII/3 July-Sept 82 p. 


XVIIV3 July-Sept 82 p. 


tatives, official 


Commercial represen‘ 

Criteria for selecting trade 
representation offices abroad 

How Austria's Federal Economic 
Chamber promotes trade 


Duty drawback on exporis 
How Sri Lanka has developed an 
effective duty rebate scheme 


Export design 
The importance of fashion in 
textile marketing 


Export incentives 

How Sri Lanka has developed an 
effective duty rebate scheme 

Opportunities for small business 
in export trade 


Export product development 

Determining product suitability 
for export 

Protecting your product 


XIX/2 Apr-June 83 p. 
XVIII/3 July-Sept 82 p. 


XVIIV/4 Oct-Dec 82 p. 


XVIIV3 July-Sept 82 p. 


XVIII/4 Oct-Dec 82 p. 
XVIII/2 Apr-June 82 p. 


XIX/4 Oct-Dec 83 p. 18 
XVIII/1 Jan-Mar 82 p. 13 


Fairs, exhibitions 

Deciding on stand design 
and furnishings 

Lighting and colour for a trade 
fair stand 

Graphics for a trade fair stand 

Product display at a trade fair 

Stand layout for a trade fair 

Group promotions for export 
firms: Ireland’s scheme 

Designing a trade fair stand 

Operating a business information 
centre at an international fair 

Planning and budgeting for trade 
fair participation 

Stand management and follow-up 

How to attract visitors to your 
stand 

Arranging transport and customs 
formalities for trade show 
participation 

Designing and constructing your 
trade fair stand 

Measuring exhibition 
performance 


Preparing for the fair 


FAO 
Market information on fish 


Financing, export 

Export-oriented financial 
institutions : a vital element for 
trade promotion 

The banking system: its role in 
export development 

The Berne Union: supporting the 
trade promotion efforts of 

ing countries 


Handling 

Managing import operations 
effectively : some basic advice 
for those new to the job 

More efficient importing : sound 
materials management 
techniques 


Import operations and 
Importing goods : how to define 
the requirements for suppliers 
Essential elements cf 
internationai tendering 
In-house information units for 
import agencies 
Finding the right supplier 
Information requirements for 
importing chemical fertilizers 
Managing import operations 
effectively : some basic advice 
for those new to the job 
Trade information : essential for 
the operations of state trading 
organizations 


XXIV/3 July-Sept 86 p. 22 
XXII/2 Apr-June 86 p. 14 
XXIV/1 Jan-Mar 86 p. 14 
XXI/4 Oct-Dec 85 p. 10 
XXI/3 July-Sept 85 p. 10 


XXI/2 Apr-June 85 p. 4 
XXI/2 Apr-June 85 p. 16 


XX/3 July-Sept 34 p. 4 


XIX/2 Apr-June 83 p. 22 
XIX/1 Jan-Mar 83 p. 12 


XVIII/4 Oct-Dec 82 p. 8 


XVIIV/3 July-Sept 82 p. 22 
XVIIV/2 Apr-June 82 p. 24 


XVIII/1 Jan-Mar 82 p. 4 
XVIII/1 Jan-Mar 82 p. 16 


XIX/3 July-Sert 2? p. 8 


XXI/1 Jan-Mar 85 p. 4 
XIX/4 Oct-Dec 83 p. 4 


XIX/4 Oct-Dec 83 p. 14 


XIX/3 July-Sept 83 p. 14 


XVIIV2 Apr-June 82 p. 4 


XXIV/3 July-Sept 86 p. 18 
XXI/4 Oct-Dec 85 p. 4 
XX/1 Jan-Mar 84 p. 10 
XX/1 Jan-Mar 84 p. 16 
XIX/4 Oct-Dec 83 p. 22 

XIX/3 July-Sept 83 p. 14 


XVIIV3 July-Sept 82 p. 14 
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More efficient importing : sound 
materials management 
techniques 


ITC services 

ITC’s 20th anniversary—special 
section 

Spices—a nontraditional export 
for micro-economies 

Modern tools for export training 


Legal of trade 

The international transport 
contract 

Insurance for export shipments 

Selling through agents: the law in 
three Middle East markets 

Protecting your product 


Marketing 

Honey exports: possibilities ina 
highly competitive market 

Developing the export of technical 
consulting services 

Caution is called for in marketing 
essential oils and spice 
oleoresins 

New export opportunities 
expected for builders’ 
woodwork 

Monitoring competitors’ 
promotional activities to obtain 
marketing data 

A four-step approach to selecting 
an overseas agent 

Exporting consumer goods to the 
United States: 12 ways to locate 
a buyer 

General terms and conditions—an 
important element in foreign 
trade transactions 

Hand-knotted carpets—market 
openings for quality goods 

The shrimp trade—a big business 
for developing countries 

Your export middleman: making 
a wise decision 

Agricultural machinery : good 
prospects for trade among 
developing countries 

Marketing prospects for wooden 
household furniture 

Market openings in West Africa 
for cowpeas and Bambara 
groundnuts 

A market for other developing 
countries—the Republic of 
Korea 

Entering the international leather 
goods market—advice for the 
new exporter 

Determining product suitability 
for export 

Selling through agents: the law in 
three Middle East markets 

Techniques for exporting to 
China 


The importance of fashion in 
textile marketing 

Opportunities for small business 
in export trade 


Packaging 

Managing import operations 
effectively : some basic advice 
for those new to the job 


XVIIV/2 Apr-June 82 p. 


XX/3 July-Sept 84 p. 


XIX/1 Jan-Mar 83 p. 
XVIII/4 Oct-Dec 82 p. 


XXI/4 Oct-Dec 85 
XXI/3 July-Sept 


85 
XIX/3 July-Sept 83 
XVIII Jan-Mar 82 


XXII/3 July-Sept 86 p. 
XXII/3 July-Sept 86 p. 


XXII/3 July-Sept 86 p. 


XXII/2 Apr-June 86 p. 


XXI/3 July-Sept 85 p. 
XX/4 Oct-Dec 84 p. 


XX/4 Oct-Dec 84 p. 


XX/4 Oct-Dec 84 p. 
XX/3 July-Sept 84 p. 
XX/2 Apr-June 84 p. 
XX/2 Apr-June 84 p. 


XX/2 Apr-June 84 p. 
XX/1 Jan-Mar 84 p. 
XX/1 Jan-Mar 84 p. 
XX/1 Jan-Mar 84 p. 


XIX/4 Oct-Dec 83 p. 
XIX/4 Oct-Dec 83 p. 
XIX/3 July-Sept 83 p. 
XIX/1 Jan-Mar 83 p. 
XVIII/3 July-Sept 82 p. 
XVIII/2 Apr-June 82 p. 


XIX/3 July-Sept 83 p. 


Pp. 
P 


Publications 

Developing an exporters’ register 
for trade promotion work 

Modern tools for export training 


Services of ts 

Human resources development : 
an essential part of trade 
promotion 

Computerizing trade information 
services: DeCTA's experience 

UKTA: ten years as a catalyst for 
trade expansion 

Import promotion offices 


State trading in 

Trade information: essential for 
the operations of state trading 
organizations 


Trade among developing coun 

Bicycles offer potential for trade 
among developing countries 

Colombia—market opportunities 
for other developing countries 


Trade information services 
Management's role in creating an 
rters’ register 

Computerizing trade information 
services: DeCTA’s experience 

Refining trade data analysis for 
trade promotion 

Developing an exporters’ register 
for trade promotion work 

Sources of marketing information 
on the socialist countries of 
Eastern Europe 

Operating a business information 
centre at an international fair 

In-house information units for 
import agencies 

Information requirements for 
importing chemical fertilizers 

Market information on fish 

Trade information : essential for 
the operations of state trading 
organizations 


Trade ures 

General terms and conditions—an 
important element in foreign 
trade transactions 

Payment for exports : key checks 
for a smooth transaction 


Trade promotion 

Group promotions for export 
firms: Ireland's scheme 

Finnish chambers of commerce: 
their foreign trade services 

Programming, budgeting and 
evaluation—three essential 
management functions of a 
TPO 

Organizational features ofa 
national trade promotion 
organization 

Sri Lanka's Export Development 

comprehensive 

approach to export 
development 


XXI/4 Oct-Dec 85 p. 
XVIII/4 Oct-Dec 82 p. 


XXII/3 July-Sept 86 p. 
XXII/1 Jan-Mar 86 p. 


XIX/4 Oct-Dec 83 p. 
XVIII/4 Oct-Dec 82 p. 


countries 


XVIII/3 July-Sept 82 p. 


XXII/1 Jan-Mar 86 p. 
XXII/1 Jan-Mar 86 p. 


XXII/2 Apr-June 86 p. 
XXII/1 Jan-Mar 86 p. 
XXII/1 Jan-Mar 86 p. 

XXI/4 Oct-Dec 85 p. 


XXI/3 July-Sept 85 p. 22 


XX/3 July-Sept 84 p. 
XX/1 Jan-Mar 84 p. 
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10 


XIX/4 Oct-Dec 83 p. 22 


XIX/3 July-Sept 83 p. 


XVIIV/3 July-Sept 82 p. 


XX/4 Oct-Dec 84 p. 
XVIII/2 Apr-June 82 p. 


XXI/2 Apr-June 85 p. 
XXI/2 Apr-June 85 p. 


XXI/2 Apr-June 85 p. 


XX/4 Oct-Dec 84 p. 


8 


14 


XX/2 Apr-June 84 p. 8 
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Roving export managers: 
personalized export help 

How Austria's Federal Economic 
Chamber promotes trade 

How chambers of commerce can 
increase their resources to offer 
expanded services 


Trade promotion techniques 

Developing the export of technical 
consulting services 

Deciding on stand design and 
furnishings 

Lighting and colour for a trade 
fair stand 

Management's role in creating an 
exporters’ register 

Graphics for a trade fair stand 

Refining trade data analysis for 
trade promotion 

Product display at a trade fair 

Developing an exporters’ register 
for trade promotion work 

Stand layout for a trade fair 

Group promotions for export 
firms: Ireland's scheme 

Designing a trade fair stand 

Programming, budgeting and 
evaluation—three essential 
management functions of a 
TPO 

Export-oriented financial 
institutions: a vital element for 
trade promotion 

Acase history in export success: 
the Republic of Korea 

Organizationai features of a 
national trade promotion 
organization 

Operating a business information 
centre at an international fair 

Developing your own case 
materials 

Sri Lanka’s Export Development 
Board—a comprehensive 
approach to export 
development 

The banking system: its role in 
export development 

The Berne Union: supporting the 
trade promotion efforts of 
developing countries 

How Nepal launched a national 
export strategy 


-XVIIV/4 Oct-Dec 82 p. 16 
XVIIV3 July-Sept 82 p. 4 


XVIIV/3 July-Sept 82 p. 18 


XXII/3 July-Sept 86 p. 
XXII/3 July-Sept 86 p. 
XXII/2 Apr-June 86 p. 


XXII/2 Apr-June 86 p. 
XXII/1 Jan-Mar 86 p. 


XXII/1 Jan-Mar 86 p. 
XXI/4 Oct-Dec 85 p. 


XXI/4 Oct-Dec 85 p. 
XXI/3 July-Sept 85 p. 


XXI/2 Apr-June 85 p. 
XXI/2 Apr-June 85 p. 


XXI/2 Apr-June 85 p. 22 


XXI/1 Jan-Mar 85 p. 4 
XXI/1 Jan-Mar 85 p. 14 


XX/4 Oct-Dec 84 p. 20 
XX/3 July-Sept 84 p. 4 
XX/3 July-Sept 84 p. 8 


XX/2 Apr-June 84 p. 8 
XIX/4 Oct-Dec 83 p. 4 


XIX/4 Oct-Dec 83 p. 14 
XIX/2 Apr-June 83 p. 4 


Criteria for selecting trade 
representation offices abroad 

How nontraditionals have 
spearheaded Philippine export 


growth 

Planning and budgeting for trade 
fair participation 

Stand management and follow-up 

How Sri Lanka has developed an 
effective duty rebate scheme 

How to attract visitors to your 
stand 

Roving export managers: 
personalized export help 

Modern tools for export training 

How Austria's Federal Economic 
Chamber promotes trade 

Trade information : essential for 
the operations of state trading 
organizations 

rt and customs 

formalities for trade show 
participation 

Designing and constructing your 
trade fair stand 

Measuring exhibition 


Human resources development : 
an essential part of trade 
promotion 

Assessing the needs and means 
for foreign trade training 

How to organize, present and 
evaluate training activities 

Developing your own case 
materials 


Modern tools for export training 


Transport 

The international transport 
contract 

Managing import operations 
effectively : some basic advice 
for those new to the job 

Arranging transport and customs 
formalities for trade show 
participation 

Payment for exports: key checks 
for a smooth transaction 


XIX/2 Apr-June 83 p. 


XIX/2 Apr-June 83 p. 


XIX/2 Apr-June 83 p. 
XIX/1 Jan-Mar 83 


XVIII/4 Oct-Dec 82 p. 
XVIIV/4 Oct-Dec 82 p. 


XVIII/4 Oct-Dec 82 p. 
XVIII/4 Oct-Dec 82 p. 


XVIIV3 July-Sept 82 p. 


XVIII/3 July-Sept 82 p. 


XVIII/3 July-Sept 82 p. 
XVIII/2 Apr-June 82 p. 


XVIII/1 Jan-Mar 82 p. 
XVIII/1 Jan-Mar 82 p. 


XXIV/3 July-Sept 86 p. 
XXII/2 Apr-June 86 p. 
XXII/1 Jan-Mar 86 p. 
XX/3 July-Sept 84 p. 


XVIII/4 Oct-Dec 82 p. 


XXI/4 Oct-Dec 85 p. 


XIX/3 July-Sept 83 p. 


XVIII/3 July-Sept 82 p. 
XVIIV/2 Apr-June 82 p. 


Products and services 


Agricultural machinery 

Agricultural machinery : good 
prospects for trade among 
developing countries 


Animai feeds 

Animal feed ingredients—export 
opportunities for developing 
countries 


Bicycles 
Bicycles offer potential for trade 
among developing countries 


XXI/4 Oct-Dec 85 p. 23 


XXII/1 Jan-Mar 86 p. 4 


Carpets 
Hand-knotted carpets—market 
openings for quality goods 


Ceramic tiles 

Ceramic tiles—a market with 
favourable prospects over the 
long term 


Essential oils 

Caution is called for in marketing 
essential oils and spice 
oleoresins 


XX/3 July-Sept 84 p. 12 
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Fertilizers 
Information requirements for 
importing chemical fertilizers 


Fish 
Market information on fish 


Fruit, fruit products 

The fruit juice trade—an 
expanding business for 
developing countries 


Gemstones 
Gemstone marketing 


Honey 
Honey exports : possibilities in a 
highly competitive market 


Jewellery 
Potential for imitation jewellery 


Leather 

Entering the international leather 
goods market—advice for the 
new exporter 


Legumes 

Market openings in West Africa 
for cowpeas and Bambara 
groundnuts 


Meats 

Horse and rabbit meat 
markets—possible outlets for 
exporters in developing 
countries 


Medicinal plants 

Botanicals—increasing potential 
for pharmaceutical 
applications 


XIX/4 Oct-Dec 83 p. 


XIX/3 July-Sept 83 p. 


XVIII/4 Oct-Dec 82 p. 


XXI/3 July-Sept 85 p. 


XXIV/3 July-Sept 86 p. 


XXI/3 July-Sept 85 p. 


XIX/4 Oct-Dec 83 p. 


XX/1 Jan-Mar 84 p. 


XIX/3 July-Sept 83 p. 


XIX/2 Apr-June 83 p. 


Pet products 
Europe's dynamic market fer pet 
products 


Rice 
Imports of rice into the Middle 
East market levelling off 


Seaweed 
Developing an export-oriented 
seaweed industry 


Shrimps 

The shrimp trade—a big business 
for developing countries 

Shrimps and prawns—a growing 
market in Western Europe 


Spices 

The international spice trade : 
export opportunities for the 
rural sector 

Spices—a nontraditional export 
for micro-economies 


Technical consulting services 
Developing the export of technical 
consulting services 


Textiles 
The importance of fashion in 
textile marketing 


Wood products 

New export opportunities 
expected for builders’ 
woodwork 

Marketing prospects for wooden 
household furniture : 

Wooden building materials: 
attractive openings in Middle 
East market 


XIX/3 July-Sept 83 p. 


XXI/1 Jan-Mar 85 p. 


XVII/2 Apr-June 82 p. 


XX/2 Apr-June 84 p. 
XVIII/2 Apr-June 82 p. 


XIX/1 Jan-Mar 83 p. 
XIX/1 Jan-Mar 83 p. 


XXIV/3 July-Sept 86 p. 


XVIIV/3 July-Sept 82 p. 


XXII/2 Apr-June 86 p. 
XX/1 Jan-Mar 84 p. 


XVIII/1 Jan-Mar 82 p. 


Geographic 


Austria 
How Austria's Federal Economic 
Chamber promotes trade 


Bahrain 


Selling through agents: the law in 
three Middle East markets 


China 
Techniques for exporting to China 


Colombia 
Colombia—market opportunities 
for other developing countries 


Finland 
Finnish chambers of commerce: 
their foreign trade services 


H 

Hungarian market offers sales 
possibilities for developing 
countries 


XVIIV3 July-Sept 82 p. 


XIX/3 July-Sept 83 p. 


XIX/1 Jan-Mar 83 p. 


XXII/1 Jan-Mar 86 p. 


XXI/2 Apr-June 85 p. 


XXII/2 Apr-June 86 p. 24 


Ireland 

Group promotions for export 
firms: Ireland's scheme 

Criteria for selecting trade 
representation offices abroad 


Israel 


Roving export managers: 
personalized export help 


Kuwait 
Selling through agents : the law in 
three Middle East markets 


Middle East 

Imports of rice into the Middl: 
East market levelling off 

Selling through agents: the law in 
three Middle East markets 

Wooden building materials: 
attractive openings in Middle 
East market 


XXI/2 Apr-June 85 p. 
XIX/2 Apr-June 83 p. 


XVIII/4 Oct-Dec 82 p. 


XIX/3 July-Sept 83 p. 


XXI/1 Jan-Mar 85 p. 


XIX/3 July-Sept 83 p. 


XVIII/1 Jan-Mar 82 p. 
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